fit. The product, business, and service relies on this funding until it can generate its own revenue or go out and raise larger sums of VC. 3, 4 The seed investor can be an angel investor, VC firm, or in today's market-a crowd-funding source. [5] [6] [7] [8] An angel investor can be a previous startup founder who now invests their own money. To become an angel investor, one must have a minimum net worth of $1 million and an annual income of $200 thousand. Most seed VC funds will make the early investment with the hopes of reinvesting a portion in later fundraising rounds should the company show positive signs of growth and scale.
Investors at this stage are exposed to a high risk of failure; however, Kerr et al demonstrated that companies who rely on this type of funding are less likely to fail than those who seek funding from the three F's: Fools, Family, and Friends.
6,8
The timing of how these players interact, with respect to revenue earned, is best demonstrated in the startup finance cycle (►Fig. 1).
9

Introductory Phase
The initial approach requires an introductory phone call or meeting and signals that you are commencing the potential funding process. Do your research to find who the most relevant VC funds in your sector of health care are. The purpose of this initiating step is to let the seed fund know that you, the entrepreneur is in "fundraising mode." You should have a calculated number of how much money you are looking to raise and what that money will be used for. 4 
Insider Tips
Personal relationships within the sector are a reality in helping the success of your product. Knowing an executive/investor who can vouch for you and your company can go a long way. 1, 10, 11, 13 Another hidden caveat to consider: if the idea is in high demand, the investor may not be able to ask for the depth of diligence they would like. Furthermore, the bigger the fund, the less diligence was done for the same size check.
1,10
The First Meeting
The first meeting after ignition of the fundraising process should include brief introductions of yourself and your background. Your investors' time is valuable-do not spend it chatting about the weather. The entrepreneur should expect questions about the history of the company, basics of the product, planned market strategy, the business model, and insight to potential competition.
1,3,7,10
This is also a chance to ask questions of your potential investor. What is the firm's ownership target? On average, how much capital do they offer clients? Can they take us through their decision-making process? 1, 3, 5, 8 Questions like this will help manage your expectations of the fund and shed light on the practicality of the relationship between the two parties. It is highly recommended that the entrepreneur be overprepared going into this meeting. Doing your homework on the investor will give insight as to whether the fund has backed companies in your sector before. The investor is looking to match your background with the type of fund they are constructing; however, this is not make or break criteria-valuable fundraising advice and strategic decisionmaking advice can be obtained through this meeting. 
Insider Tips
In reality, unless you have a close relationship with a partner at the fund, you can expect to meet with a nonpartner member. The smaller the firm, the more weight this individual carries-do not take this person lightly. However, if possible, you should strive to meet with the highest ranking individual in the firm as this will save both parties' time and energy. Fig. 1 The timeline of a successful startup company from private funding phase to the initial public offering (IPO).
The ultimate goal of the first meeting-get a second meeting! Tips to accomplish this are to give just enough information possible to keep them wanting more. Capture interest without showing all your cards; cover the basics and let your investors guide the conversation. Be comfortable in discussion and do not stick to a rehearsed script; be able to break free and pique specific interests when asked.
1,3 Do not be discouraged by difficult questions, these are usually a good sign! Do not ramble or go off on tangents-investors tend to have short attention spans. And always be honest-do not exaggerate or make up numbers. If you do not know, better to say that you will follow-up and let them know.
11,12
Following Up This is a crucial transition period to capturing the second meeting. If the investor is interested, they will likely ask for follow-up materials. Do not wait more than 1 to 2 days! If there is a long pause, the investors will likely move on. Be prompt and brief in your response.
1,3
Second Meeting
Now is the time to etch out the nitty-gritty. The entrepreneur should expect focused questions from the investor such as those regarding product demos, financial models, unit economics, customer acquisitions costs, lifetime value, expansion, etc. Be ready for questions off the beating path. Know what gives you an advantage over your competition, be it patents or being first-to-market. Know how large the market is you are tapping into. Know who your customers will be. Are there regulatory hurdles? If so, how will you address them?
2 Remember, do not lie, ramble, or go off topic. Again, let them know head on if you do not know, and that you will find out and follow-up. The investor is continually building trust with you.
1,3
Background Checks/Diligence
As part of the diligence process, the investor will perform due diligence on the founders of the company including seeking out background checks, formal and informal, as well as financial checks. 4, 8 They may turn to the Internet through platforms such as LinkedIn or Facebook. Ensure your electronic profiles are an accurate and professional representation of yourself. The investor will also seek out your customers to ask questions regarding you, your company, and your specific product or service. If you think it is too soon for the investor to reach out to customers, let them know. Do not hesitate to perform your own check on the investors.
Insider Tips
Your team is an extension of yourself and what you stand for. The team makes up a substantial part of an early investment decision. Ensure you have put together an educated, experienced team, and continually seek out mentors and advisors who are knowledgeable in your space.
Medical Space
As you look to raise capital in the health care/plastic surgery innovation realm, be sure to do your homework on potential investors. Remember that VC firms are not patient with their money. Regarding medicine, rarely can firms be strategic given most have little to no experience in our industry. Focusing on the experience among the board of advisors is key. Strategic corporate sponsors and large VC firms typically stack their boards with advisors which can be helpful as you go through the process of innovation. It is equally as important to understand your end user. Who is your target market and why? Is the total addressable market large enough to grab anyone's attention yet?
Conclusion
Plastic surgery is a deep-rooted practice with many cuttingedge developments that have allowed us to serve our patients with heightened care and enhanced outcomes. The surgeon is at the frontier of developing novel ideas and products to advance the field; in reality, developing these ideas and prototypes is challenging and requires time and energy yet can still fall prey to failure due to lack of funding/poor business strategy. Throughout the fundraising process, seeking out the proper financier, following the pearls, and avoiding the pitfalls we present throughout the process, your product or service can become a reality in the market, contributing to the advancement of medicine and plastic surgery.
